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Pace Student
N e w  Y ork, D ecem ber, 1915Vol. I
HE business concern has turned 
schoolmaster. From one end of 
this country to the other, in the 
department store, in the manu­
facturing establishment, and in 
the general office of the public 
service corporation, the black­
board and the class interval are
as much a part of the new order of things as the 
house organ, the graphic chart, and the time study. 
In fact, the establishment of courses and schools 
by business concerns has reached the dignity of an 
educational movement, coun­
try-wide in its scope. A na­
tional affiliation known as 
the Corporation Schools has 
been brought about, and its 
membership includes many 
of the largest and most pro­
gressive corporations and 
firms of the country.
The story of this educa­
tional development, which is 
undoubtedly one of the most 
significant of our generation, 
is full of interest to the 
business house that is striv­
ing for efficiency, to the pro­
fessional educator, and par­
ticularly to a m b i t io u s  
young men who are seeking 
the means to secure commer­
cial success under the con­
ditions imposed by modern organized business.
Modern business wages a constant day-by-day 
fight against waste and ineffectiveness. The work 
of an organization is divided into departments, 
and the work of each department is apportioned 
in such a way that definite duties are provided for 
each person who works in the department. It is 
figured out from observation and study that a par­
ticular employee should accomplish certain re­
sults—secure a certain amount of business, write 
a certain number of letters, take care of certain 
supplies or materials, or purchase certain stores 
or goods—and just to the extent that these goals 
are not attained, the business is ineffective.
At this point of development, the business con-
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cern seeks to fit men into these various positions. 
It uses its own employees as far as they are capa­
ble, and selects new men for the lower positions 
and for the higher ones for which no men are 
available in its own ranks. The duties of these 
positions under modern organization are definite, 
and the result of each man’s effort is compared 
with the standard that can be accomplished by 
one competent to handle the duties that are as­
signed to him.
The shortcomings of the worker, whether 
they are of an academic or a technical nature, 
are immediately brought to 
l ig h t .  The management 
knows the defects of the 
individual—his inability to 
spell, to punctuate, to use 
good English, to write forci­
ble and business-getting let­
ters, to calculate accurately, 
to sell, to buy, or to carry 
out any other duty that is 
assigned to him.
For many years the busi­
ness organization lived in 
the hope that it could se­
cure from the public schools, 
from the commercial schools, 
and from the colleges, grad­
uates who would be edu­
cated thoroughly in the 
fundamentals and in certain 
technical subjects. The re­
sults have never been fully satisfactory, although 
admittedly there has been improvement on the 
part of the schools. The plain fact of the matter 
is, despite the improvement, that the progressive, 
efficient business concern finds itself confronted 
with the organization of educational classes in 
academic and technical subjects in order to attain 
its ideals.
We therefore have the present movement, and 
in many a business organization we find the class­
room an integral part of the office lay-out, with 
regular instruction in spelling, punctuation, gram­
mar, composition, letter writing, arithmetic, book­
keeping, billing, typewriting, shorthand, and the 
like. Educational courses are given as the
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only direct and positive way to se­
cure the modern organization ideal 
of efficiency. The academic instruct­
or may say that this is fanciful; that 
we are using as examples a few isolated cases in
which the educational work is largely in the na­
ture of a philanthropic welfare work. Let us see.
T HE New York Life Insurance Company, the National City Bank, the Standard Oil Com­pany, the Fidelity and Casualty Company, the 
Metropolitan Life Insurance Company, and the 
National Cash Register Company are types of 
the organizations that have been giving during 
the last year or two instruction to their em­
ployees, some of them holding executive positions, 
in the common school subjects of grammar, com­
position, punctuation, and the like, as a basis for 
the use of good English in personal contacts and 
in letter writing.
We can pass on to the more technical subjects 
and find a large number of concerns that are 
training their men in bookkeeping and in the 
fundamentals of accounting; many that are con­
ducting classes in salesmanship;and we shall also 
find, of course, classes conducted in subjects that 
are peculiar to the business organization, but 
such classes are comparatively few in comparison 
with the ones taught in the subjects that have 
been enumerated.
In short, the business organization, finding it­
self blocked in its effort to secure efficient results 
by the lack of equipment on the part of the in­
dividual, is meeting the situation by turning 
schoolmaster. There is, of course, a certain wel­
fare atmosphere in the whole movement, but back 
of it all is the very thrifty desire on the part of 
managements to produce efficient organization.
The movement is significant to the business or­
ganization, to the employee, and to the educator, 
because of its bearing upon effective organization 
and upon the future of our educational institu­
tions.
T HE movement is significant to the business organization, confronted as it is, with the educational shortcomings of its employees, be­
cause the establishment of suitable courses is a 
practical way to meet the difficulty and to in­
crease the organization effectiveness.
There are, of course, many problems to be over­
come aside from the appropriation of the neces­
sary funds. The attendance upon the classes 
should, as a general rule, be made voluntary; an 
incentive should be found in rewards; and coer­
cion should be avoided. The classes should be 
given largely, for the sake of control and super­
vision, on the company’s time, but the employee 
should be required to contribute some of his own
time for study purposes. The educa­
tional program should be worked 
out on a comprehensive basis, even 
though but a part of the courses are 
to be given at the beginning; and the most funda­
mental and necessary courses, particularly those 
that arouse an educational interest, should be 
given first.
T HE significance of the movement to the or­ganization employee lies in the fact that the day has gone by when the employee can cover his 
defects, whether they consist of the lack of aca­
demic education or of technical knowledge. Mod­
ern business is kindly and helpful to the capable 
employee, affording him larger rewards than have 
been possible in the past; but it is merciless to 
the one who is incompetent, and who elects to 
maintain that condition. A good organization 
discloses the incompetencies of its employees and 
then seeks by educational classes and in other 
ways to enable them to overcome their defects. 
As a last resort, the inefficient employee is elim­
inated, or in any event kept in a low position.
The employee, therefore, who expects to retain 
his position and to progress, is confronted, wheth­
er or no, with the necessity for training. He is 
fortunate if it is provided for him in his own 
organization; and if it is not, he should undertake 
on his own initiative such night school courses 
as will enable him to improve his equipment.
T HE professional educator sees little or no comfort in this movement. He has tried in his academic way to understand business and to pre­
pare young men for success. He has undoubt­
edly accomplished a great deal, and in all fair­
ness it must be said that his work is four-fifths 
good. Present-day efficiency, however, projects 
relentlessly the one-fifth that is not satisfactory, 
and he is confronted with the necessity of bring­
ing his own performance measurably near to the 
100 per cent. ideal. In the course of time the reg­
ular educational institutions must make the work 
of the organization school, in the fundamental 
subjects at least, unnecessary, and the teacher 
must strive to that end. It would seem, there­
fore, that the progressive instructor can profitably 
study the work of the great business organiza­
tions as they focus their abilities on the educa­
tional problem. The professional teacher and the 
school in which he works should be ready to 
adopt without too much academic discussion and 
hair-splitting the procedures that are found to 
produce results; and they should be just as ready 
to condemn the superficial and spectacular meth­
ods and courses that will to some extent find their 
way into the educational programs of business 
organizations,
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I N  the  A c c o u n ta n cy  pro fession  
 and  in  the  B u sin e ss  w orld  to -day  
are coun tless n u m b e rs  o f  m en  w ho  
h a ve  m a d e  good - m en  w h o se  ca­
re e rs  contain m o re  insp irational val­
ue  to  y o u n g  m en  than w ill be found  
in  all the genera l ta lks and  addresses  
on su ccess  e v e r  com posed. I t  is  
th ese  m en, who, b y  reason o f  w h a t 
th e y  h a ve  done ra th e r  than w h a t  
th e y  h a ve  said, p ro v e  th a t th e  day  
o f  B u s in e ss  opportun ity , in stead  o f  
waning, is j u s t  dawning.
Y o u  w ill be glad to becom e ac­
qu a in ted  w ith  so m e  o f  these  m en. 
K n o w in g  them , i f  o n ly  through  the ir  
ph o to g ra p h s and  sh o r t sk e tc h e s  o f  
th e ir  bu sin ess  careers, y o u  w ill be 
able to  reach  accurate conclusions as 
to  w h a t the  business  w orld  dem ands  
o f  th e  m en  i t  w o u ld  advance to posi­
tio n s  o f  tr u s t a n d  responsib ility , and  
financia l rew ard.
T urn , therefore, e v e r y  m o n th  to 
the  W h o ’s W h o  page in  T h e  Pace  
S tu d e n t, and  add to y o u r  acquaint­
ance m en, w ho  b y  th e ir  o w n  efforts, 
h a ve  h e w n  o u t fo r  th em se lves  e x ­
cep tiona l business  success.
H E  busier the man, the more 
tim e he has”—an old adage 
that came to my mind as I sat talk­
ing the other day to John R. Loomis, 
Esq., C. P. A., in his spacious office 
in the Singer Building, New York
City.
I  had arranged for an interview 
with Mr. Loomis, expecting to  find 
that, like many other busy men of 
large affairs, he would be able to give 
me only a few m inutes of his time. 
I  knew som ething about the charac­
ter of the business problems con­
stantly  coming before him, as a mem­
ber of the accountancy firm of Loom­
is, Suffern & Fernald, for review and 
settlem ent; and I knew full well that 
each day exacted a heavy toll upon 
Mr. Loomis’s time and energy.
And yet I  spent nearly an hour 
w ith Mr. Loomis—an hour that 
seemed made up of far less than 
sixty minutes—not because I did not 
know any better, but because Mr. 
Loom is was willing and glad to talk 
about the subject of Accountancy 
and education for business, in the 
hope tha t some of the opinions he 
advanced out of the fullness of his 
own richly varied experience, might 
be of value to  young men contem ­
plating the practice of Accountancy 
as their life work. W hat Mr. Loomis 
said—and well w orth saying it was 
—will appear in a later issue of The 
Pace Student.
Make clear to Mr. Loomis, genial, 
whole-souled, broad-minded man that
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he is, wherein he can render a ser­
vice to the cause of Accountancy, 
and he will take the time—create the 
time if necessary—to do what you 
ask.
I t  makes no difference what form 
that service may take; perhaps it is 
counselling with young men who 
wish to go into business, but who 
are all at sea as to  their angle of en­
trance. Let them  but ask Mr. Loomis 
for a hearing, and he will push aside 
the reports and memoranda that 
strew his desk, ask them  to draw up 
chairs, and listen most appreciatively
John  R . L o o m is , E sq ., C. P. A . 
M em ber o f  the Accountancy F irm  
o f  Loom is, Suffern Fernald
to their perplexities; and then he will 
give them advice, the sane, helpful 
advice of the man who knows where­
of he speaks, because he has lived 
long, seen much, and thought deep. 
Many a young man owes his sta rt in 
the business world to the fact that 
Mr. Loomis a t some time or another 
stood beside him shoulder to shoul­
der and pointed out the way to suc­
cess from its clouded beginning to 
its clear-lighted end.
Many other opportunities to  serve 
the Accountancy profession have 
come to Mr. Loomis, and never has 
he played the shirk. Honors, the 
m ost distinguished and notew orthy 
within the gift of the Accountancy 
profession, have been his unsought.
In  them all he has seen service op­
portunities and has accepted them  as 
such.
For seven years member, four as 
President, of the Board of Exam in­
ers of Public Accountants of the Re­
gents of the University of the State 
of New Y ork; ex-Chairman, Ad­
visory Committee of the New York 
University School of Commerce, Ac­
counts, and Finance; member of the 
Keep Commission investigating de­
partm ental m ethods of the United 
States Government; ex-President of 
the National Institute of Accounts; 
ex-President of the New York State 
Society of Certified Public Account­
ants; three times President of the 
American Association of Public Ac­
countants; and, I may add, member 
of the Advisory Board of the Pace 
Agency for Placements, Inc.—in all 
these and in similar positions of dig­
nity and responsibility, which tell 
more plainly than words of encom­
ium of Mr. Loomis’s rank in the eyes 
of his fellows, he has found the time 
to serve, giving generously of his 
high ability and his rare adm inistra­
tive talents.
I t  is not unfitting, therefore, that 
in this the first issue of The Pace 
Student, the first photograph to ap­
pear should be that of John R. 
Loomis, Esq., C. P. A., senior mem­
ber of the well-known Accountancy 
firm of Loomis, Suffern & Fernald, 
New York—the man who believes in 
creating the time to serve his pro­
fession and his fellow men.
W A L T E R  A. COY, C.P.A., who is 
engaged in the practice of Account­
ancy in Cleveland, has recently been 
elected President of the Ohio Society 
of Certified Public Accountants. M r. 
Coy was for several years a lecturer 
in the Cleveland School of Ac­
countancy.
The Accountancy firm of JO H N  B. 
G E IJS B E E K  & CO., w ith offices in 
the F oster Building, Denver, has 
been dissolved. Mr. Geijsbeek con­
tinues in practice under the firm 
name of John B. Geijsbeek & Co. 
Mr. Page Lawrence will continue in 
practice in Denver under his own 
name and has established offices in 
the Equitable Building.
T H E  PACE STU D E N T  has pub­
lished a C.P.A. map of the United 
States, size 12½  x 21 inches, suitable 
for framing, that shows graphically 
the states in which C.P.A. legislation 
has been enacted. Copies of the map 
are available upon application to  
Pace & Pace, 30 Church St., New 
York.
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OUR right to the 
enjoyment and use 
of your house, your 
f u r n i t u r e ,  your 
clothes, your lead pencil, and the
other articles which you are in 
the habit of considering yours, 
is the prosaic right of property, 
granted and safeguarded to you by fundamental 
provisions of law.
So long as you walk the path prescribed by law 
without excursions into forbidden byways, you 
can acquire all kinds of desirable rights and arti­
cles, and you may use them or conserve them to 
suit your own sweet will, still subject, however, 
to rules that provide for taxation, for condemna­
tion, and for such limitations as are necessary 
for like enjoyment on the part of your neighbors.
You may use your stock in hand to help you 
produce more property, employing for wage or 
salary others to assist you. In such a case you 
will be a sole trader, and your business enterprise 
will be a sole proprietorship.
You may become financially un­
able to proceed, that is, become in­
solvent; you may become mentally 
incompetent; or you may even die. 
In any one of these cases your control over your
property rights would cease, and the courts au­
thorized by law would step in to administer the 
property, during such suspension of proprietor­
ship rights, for the interests of all concerned.
The classifications given cover all forms of pro­
prietorship, although there are modifications, 
such as joint stock companies, syndicates, and the 
like.
W E are concerned in this article with the specific details of a partnership which was confronted with the intervention of a court. The 
partnership had run into financial bad weather, 
and was facing bankruptcy. However desirable 
it may be to have a provision by which the 
courts may take charge of a business concern un­
able to meet its maturing obligations, such a pro­
cess is necessarily expensive, and in many cases
BROW N & SON
B a la n ce  S h e e t  as a t  M a y  31, 1914
ASSETS
Cash ................................................................ $ 1,200
Accounts Receivable ..................................  8,000
Stock on H and .............................................  20,000
Furniture and F ix tu r e s ..............................  5,000
H orses, W agons and H arness.................  2,500
Real Estate ...................................................  10,000
Good-will .......................................................  10,000
L IA B IL IT IE S  AND CA PITA L
Accounts Payable .........................................$23,000
Notes Payable .............................................. 5,000
M ortgage .......................................................  3,000
Robt. Brown, C a p ita l.................................. 15,000
Chas. Brown, Capital ................................  10,700
$56,700
You may induce your neighbor to work with 
you as a co-proprietor, or possibly two or more 
of your neighbors as co-proprietors. In such a 
case you and your associates become partners, 
and the business enterprise is a partnership.
You may create under the statutes, in conjunc­
tion with two or more individuals, a corporation. 
In such a case each of you will be a stockholder, 
and your business enterprise will be a corpora­
tion.
Your business enterprise may increase its stock 
of property by borrowing from others. In such 
a case the one who advances the property will 
become your creditor—one to whom you are in­
debted.
You may lend or advance property from your 
general stock to another individual or enterprise. 
In such a case the person or enterprise that re­
ceives the advance or loan becomes your debtor— 
one who is indebted to you.
$56,700
the net result of the forced realization and liqui­
dation produces little more than enough to pay 
the expenses.
With this in mind, the firm of Brown & Son, 
facing bankruptcy, chose to present the situation 
frankly to its creditors, with the hope that the 
firm and its creditors might agree upon the ap­
pointment of a trustee to continue the business 
without the intervention of the courts.
This was accomplished, and the trustee pro­
ceeded with his duties under the arrangement. 
H is tran sac tio n s  and  th e  deta ils of th e  re tu rn s  of 
the business to the proprietors are shown in the 
following proposition:
The firm of Brown & Son found that they were 
unable to meet maturing obligations. They there­
fore called a meeting of their creditors and pre­
sented the above statement.
Upon investigation it was found that if the as-
4
sets were conserved they would be 
more than sufficient to pay the cred­
itors in full, and a friendly trustee 
was appointed to continue the busi­
ness until the creditors’ claims were liqui­
dated.
The trustee, James Black, operated the busi­
ness for four months. He was able to pay the 
old creditors in full and, with the consent of the 
owners, to sell the Real Estate at an advan­
tageous price.
The trustee’s transactions for the four months 
were as follows:
Purchases $15,000; Sales $50,000; Returned 
Purchases $1,000; Returned Sales $2,000; Inven­
Pace Student
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tory $6,000; Cash Receipts $49,000, 
of which $6,000 was from old cus­
tomers and $8,000 from proceeds of 
the Real Estate; Cash Disburse­
ments: Rent $2,000; Salaries $3,500; General
Expenses $3,000; Creditors $38,000; Expenses of 
Trusteeship $1,500. The purchaser of the Real 
Estate assumed the mortgage. $800 of the Ac­
counts Receivable taken over by the trustee were 
written off as worthless.
It is necessary to prepare a Realization & Liqui­
dation Account of Trustee’s transactions; a Trus­
tee’s Cash Account; and a Balance Sheet as at the 
termination of trusteeship when the business was 
returned to the owners. The solution follows:
JAMES BLACK, friendly trustee of BROW N & SON 
R e a liz a tio n  L iq u id a tio n  A c c o u n t
F o r Four- m o n th s ’ P eriod  E n d in g  S e p tem b er  30, 1914
Dr. Cr.
TO  A SSETS: BY L IA B IL IT IE S :
Cash ................................................. $ 1,200 Accounts Payable .......................$23,000
Accounts Receivable ...................  8,000 Notes Payable ................................  5,000
Stock on han d ................................  20,000 M ortgage .......................................... 3,000 $31,000
Furniture and Fixtures ...............  5,000 ............
H orses, W agons and H arn ess .. 2,500
Real E state ...................................... 10,000
Good-will .........................................  10,000 $56,700
TO  T R U S T E E ’S CASH A CCOU N T: BY T R U S T E E ’S CASH A CCOU N T:
Expenses ........................................$ 1,500 Cash ................................................. $ 1,200
Creditors ........................................  28,000 29,500 Accounts Receivable ...................  6,000
-----------  Real E s ta te ......................................  8,000 15,200
BY TRA D IN G :
Stock on h a n d ...............................  20,000
BY ASSETS AT CLO SE:
Accounts Receivable ...................  1,200
Furniture and F ix tu re s ...............  5,000
H orses, W agons and H arn ess ...  2,500
Good-will ........................................  10,000
By Loss on Realization &
Liquidation ............................... 1,300
$86,200 $86,200
To Balance ............................................................ $1,300 By Profit on Trading per Profit
“ Robt. Brown, Capital...................................  5,100 & Loss Account ........................  $11,500
“ Chas. Brown, Capital....................................  5,100
$11,500 $11,500
So lu tion
s
Pace Student
December, 1915
Proprie­
torship in  
B usiness  
(Continued)
Trading and P ro fit &  L o s s  A cco u n t
F o r  F o u r-m o n th s’ P eriod  E n d in g  S e p te m b e r  30, 1914
Dr.
T o Inventory (opening) ...........................$20,000
“ Purchases .............................$15,000
Less:
Returned Purchases ..........  1,000 14,000
Cr.
By Sales .......................................................  $50,000
Less:
Returned S a le s ......................................  2,000
$34,000
Less:
Inventory (closing) .............................. 6,000
Cost of Goods Sold ....................................  28,000
To Balance down, Gross P rofit.......... 20,000
$48,000
T o Rent .......................................................  $ 2,000
“ Salaries .................................................  3,500
“ General Expenses ..............................  3,000
“ R. & L. Acct. (N et P ro fit) ...............  11,500
$20,000
$48,000
$48,000
By Balance, Gross Profit .......................  $20,000
$20,000
Jam es Black, T rustee , Cash A cco u n t
F o r  F o u r-m o n th s’ P eriod  E n d in g  S e p te m b e r  30, 1914
T O  R E A L IZ A T IO N  & L IQ U ID A T IO N : BY R EA L IZ A T IO N  & L IQ U ID A T IO N :
Balance ....................................................... . $ 1,200 Expenses ................... .................................  $ 1,500
Accounts Receivable .............................. . 6,000 Creditors ......................................................  28,000
Real Estate .............................................. 8,000
$15,200 $29,500
TO  TR A D IN G : BY TRA D IN G :
Accounts Receivable .............................. . 35,000 Expenses ................ ...................$8,500
Creditors ................. .....................10,000 $18,500
BY CASH ........................... ..............................  2,200
$50,200 $50,200
BROW N & SON
Balance S h e e t as a t T erm ina tion  o f  T rusteesh ip , S ep te m b e r  30, 1914
A SSETS L IA B IL IT IE S  AND CA PITA L
Cash ....................................................... . . . .  $ 2,200 Creditors .....................................
Accounts Receivable ......................... . . . .  14,200 Robt. Brown, C a p ita l............... ...............  20,100
Inventory .............................................. . . . .  6,000 Chas. Brown, C a p ita l .............. .............  15,800
Furniture and F ix tu r e s ..................... . . . .  5,000
Horses, W agons and H arness........ . . . .  2,500
Good-will .............................................. . . . .  10,000
$39,900 $39,900
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THE trustee was confronted with two things—first, the satisfac­tion of existing liabilities and a par­
tial realization of the assets; and 
secondly, the conduct of trading operations. It
is desirable that the accounts should show the 
outcome of his trusteeship in respect to each 
function.
The assets and liabilities, as at the beginning 
of the trusteeship, are therefore, for the purpose 
of identification, brought into a Realization & 
Liquidation Account. This Account is charged 
with the amount of the respective assets, and 
credited with the liabilities.
In the case of the realization of assets, the 
Realization & Liquidation Account is credited, 
and the Trustee’s Cash Account is debited. It 
will be noted that the cash on hand is charged 
to the Realization & Liquidation Account, and is 
later credited to show its transfer to the Trustee’s 
Cash Account. The opening inventory is cred­
ited to the Realization & Liquidation Account 
and is carried to Trading as a charge against cur­
rent operations.
In the case of payments to creditors and the 
payment of expenses incident to the realization 
and liquidation operations, the amounts are 
charged to the Realization & Liquidation Ac­
count, and the Trustee’s Cash Account is credited.
At the conclusion of the trusteeship, the re­
maining assets are credited to the Realization & 
Liquidation Account, and the various asset ac­
counts are debited and thus brought into the 
books under their respective headings.
The excess of debits over credits, as shown by 
the credit entry, is the loss on the realization and 
liquidation transactions, exclusive of the profit 
and loss on current business.
Proprie­
torship in 
Business 
(C ontinued)
The balances that arise from cur­
rent trading operations were record­
ed in the usual manner. The effect 
of the balances is shown in the
Trading and Profit & Loss Account that is sub­
mitted. It will be seen that the net profit amounts 
to $11,500 and that this amount is transferred 
from the Trading and Profit & Loss Account to 
the credit of the final division of the Realization 
& Liquidation Account.
The excess of the profit on trading, $11,500, 
over the loss on realization and liquidation 
proper, $1,300, is the net profit result from all 
the trustee’s transactions. The amount of the 
excess, $10,200, is divided equally between the 
partners.
The Trustee’s cash transactions are shown in 
the Trustee’s Cash Account. The Trustee is 
credited with the remaining balance, $2,200, and 
this amount is set up in the ordinary Cash Ac­
count at the termination of the trusteeship.
The Balance Sheet, dated September 30, 1914, 
discloses all the assets, the liabilities, and the 
adjusted capital accounts, at the termination of 
the trusteeship.
We have available, therefore, a statement of 
the financial condition as shown by the Balance 
Sheet at the beginning of the trusteeship, the re­
sults of the Trustee’s operations in respect to the 
realization of assets and the liquidation of liabili­
ties that existed at the beginning, and we also 
have a statement of the results of his trading 
operations. We have, further, a statement of the 
Trustee’s cash transactions, and a readjusted 
Balance Sheet as the business appears at the time 
of its return to the proprietors.
The statements disclose an exceptionally satis­
factory outcome of the trusteeship.
C o m m en t
on
S o lu tio n
PACIOLI Says—
"W here there is no order there is con­
fusion”;
"Officials do not bother about details”;
"If the losses are in excess of the gains 
—from which state of affairs may 
God keep every one who really lives 
as a good Christian.”
In “Ancient D ouble-Entry 
Bookkeeping” I have reproduced 
the most important parts of Paci­
oli’s fundamental work. It should 
be the corner-stone of your ac­
counting library.
The book will be sent upon receipt 
of price, $5.00—which is actually less 
than the cost of production.
JOHN B. GEIJSBEEK, C.P.A.
Denver, Colorado
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T heW E hear much of the capacity of the individual for two kinds of developm ent—physical and men­
tal. There is a striking point of con­
trast between the two; the capacity of the body
for development is limited, whereas the capacity 
of the mind for development is practically un­
limited.
The trained athlete is seldom twice as strong 
and almost never three times as strong as his fel­
lows of the same age living what the world calls 
a normal life. On the other hand, imagine the 
disparity in mental development between the 
ordinary day laborer and the intellectual giants 
of Commerce and the professions, with the in­
creasing degrees of disparity in between.
Effort, therefore, in physical development may 
well stop with the attainment of bodily health, 
for beyond that point it is subject to the law of 
diminishing returns; and the
greater the effort, the more 
unproductive the results.
Effort, however, in mental 
development has no stopping 
place decreed by Nature ex­
cept the cessation of life 
itself. Every problem solved 
paves the way to the solu­
tion of h a r d e r  problems 
still. Every concept imag­
ined and given expression 
suggests additional c o n- 
cepts. Every vision real­
ized in fact unfolds vis­
ion after v i s io n  awaiting 
realization. In s h o r t ,  in 
mental development, th e  
g r e a t e r  the effort, the
T H E  P A C E  S T U D E N T
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P u b lis h e d  M o n th ly
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m o re  productive the re­
sults, for here effort co­
incides with the law of
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O NE of the most powerful stimuli of greater productivity and achievement on the part of the individual is appreciation, properly ex­
pressed.
Take no account of a man as a human unit and 
ignore his efforts for self-expression, and he will 
soon lose his enthusiasm. Losing that, he will 
become little more than a sentient machine.
Appreciation does not mean flattery or over­
evaluation. Usually it means helpful criticism— 
criticism of the sort that, in the analysis and in 
the judgment of a plan or an act, first picks out 
the good and holds it forth to view and appraise­
ment. Criticism that is synonymous with fault­
finding, reprimanding, or threatening rouses bit­
terness and produces discouragement; and the 
end to be reached—greater productivity because
stimulated productivity—is defeated 
by the means employed to secure it. 
Direct reproof doubtless has some 
claims for consideration as a part of 
managerial method, but the implied reproof that 
belongs to constructive correction, explanation, 
and counsel is far more resultful. Make a man 
think that most of what he does is done well, and 
he will sooner or later do everything well.
T HE ability to manage m e n —what is it? Is it bodily stature, is it resonance of voice, is it dignity, is it affability, is it the possession of 
authority? Yes, to some degree, no doubt. Fund­
amentally, though, it is knowledge of things, 
methods, and men. If a man knows more than 
you do, you instinctively look up to him and 
respect him. Respecting him, you are loyal to 
him, and you work for his interests, which, after 
all, are your interests as 
well. You know that out of 
his knowledge he can and 
will give you helpful correc­
tion and counsel; you profit 
by your association w i th  
him, ignoring his peculiari­
ties if he has any. Mind has 
always been the real ruler of 
the world and always will 
be. Hence, to manage men, 
first and last and all the time 
know more than they do— 
and be prepared to welcome 
success.
M an­
aging
M en
T HE rule-of-thumb farm­er of the old school has a contempt for the sprayer 
and the selection of perfect 
corn for seed. But even in
his dense mentality the idea of the rotation of 
crops has found lodgment, and in due time he or 
his descendants will double their productive ca­
pacity without increasing their labor.
This habit of mind to rebel against innovation, 
against the adoption of the thing that increases 
our burden at the moment, in order to relieve it in 
tenfold measure on the morrow, is a strange 
thing, but world-wide in its action. The Cuban 
farmer plows the richest soil in the world with a 
wooden plow drawn with indescribable slowness 
by a team of oxen; and in New England, presum­
ably the home of clear thinking, the farmer often­
times plants an extra acre of potatoes rather than 
fight it out with the potato bugs on a smaller area.
This but leads us to the business man, who, de­
spite his quickness of mind, is frequently as slow 
to grasp the tools afforded by scientific thinking 
as is the farmer. The tangible tools, the lathes,
T h e
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the chemical processes, the motor 
delivery, and the like, are installed 
as rapidly as they can be financed.
The slowness is largely in respect to 
the less tangible helps of the psychologist—the
rules that must be observed in directing men in 
buying materials, in selling goods, in closing 
deals, and in the hundred and one other matters 
which are dependent upon the attitudes of mind 
of the persons who are concerned in the trans­
actions. The very term “psychology,” so long 
the exclusive property of the academic and the 
impractical, has driven many a business man 
away from a tool as handy and as productive as 
a modern lathe or a chemical process for extract­
ing profits from waste.
Let us illustrate. When an idea gets into a 
man’s mind to such an extent that it excludes 
other matters, it occupies what is technically 
known as the center of consciousness. All other 
ideas are subordinated, and his mind is pretty 
much set upon the one big thing that for the mo­
ment is predominant. When a man makes a trade 
or a deal, the thing in hand occupies his center of 
consciousness, and the part of a good salesman is 
to keep away as many extraneous things as pos­
sible—matters that would interfere with this de­
sirable state of mind.
One of the largest insurance companies on its 
application, which must be signed by the person 
who applies for insurance, has a blank in the low­
er left-hand corner in which it is suggested that 
the applicant ask for particulars in reference to 
further insurance. The effect of this suggestion is 
to interfere with the center of consciousness on 
the main deal—the applicant has been worked up 
to the idea of applying for, say, $10,000 of insur­
ance, and just as he is about to sign, the company 
projects something before him that will cause him 
to hesitate and perhaps to ask for information on 
other insurance. The probable effect would be to 
limit the man’s application to, say, $5,000, and to 
secure his application for further information on 
$5,000. This procedure puts the company in the 
position of competing with itself in the appli­
cant’s mind. It is, of course, far worse to permit 
a competitor to interfere with the state of mind; 
it is nevertheless bad business to work a prospec­
tive customer up to the purchase of a particular 
thing, and then before closing the deal to com­
pete with your own wares.
This is but one of a thousand instances that 
arise where the center of consciousness is the 
vital thing in closing a deal. A salesman may 
have by instinct, or possibly by long experience, 
the ability necessary to avoid such conditions, 
but many a salesman could be made more produc­
tive by a little education in the fundamentals of
psychology. The day is nearly at 
hand when the business man, in gen­
eral management as well as in sel­
ling, will make full and effective 
use of the intangible but positive tools which
are brought to his door by the psychologist.
T HRIVING young trees—spruce, pines, firs, cedars, and other selected kinds now clothe many a mountain slope once bleak and barren. 
In due time these trees will be turned into lumber 
and made to serve humanity—one result of for­
est conservation.
Selected subjects of study—accounting, eco­
nomics, law, salesmanship, finance, and organiza­
tion, subjects that give a scientific understanding 
of Modern Business—are now occupying many 
an ambitious young man’s spare hours, once 
wasteful and unproductive. In due time the 
knowledge thus gained and applied will bring to 
its possessor an increase in usefulness and an in­
crease in income power—one result of personal 
overtime conservation.
T HE New York World, in its issue of No­vember 1st, made the following editorial comment on the opening of Central Branch, 
Brooklyn Young Men’s Christian Association:
“To an observer from the lower Manhattan 
side of the East River, no building is more con­
spicuous in the heart of business Brooklyn than 
the Clarence E. Smith Memorial, otherwise the 
Central Branch of the Y. M. C. A., which was 
dedicated yesterday to its purposes of high utility.
“This thirteen-story structure, erected at a 
cost of $1,600,000, is also a reminder of the tre­
mendous progress made by the American Y. M. 
C. A. within the last fifty years, and particularly, 
perhaps, within the last half of that period. The 
present Brooklyn membership of 8,000 would 
have been in 1866 a quarter of the entire organ­
ization number in this country, and the cost of 
the new building in Brooklyn would, on the scale 
of 1866, have paid the running expenses of the 
national body for nearly ten years.
“There can be no doubt that the phenomenal 
growth of the Y. M. C. A. in America, where the 
organization is seen at its best, is due to the great 
broadening of its scope of work. It no longer 
stands for a rigid creed. It has become a centre 
of wholesome interest in athletics and other 
things promoting the religion of the sound body 
as a house for the sound mind.
“Three gymnasia and a big swimming tank are 
conspicuous in the new Brooklyn building. Some­
body has called the institution a ‘manhood fac­
tory,’ which seems to be happily significant of 
its purpose of the changed Y. M. C. A. times.”
C onser­
vation
“M an­
hood
F a c to ry ”
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TH IS  is a protest 
against a growing 
delusion of the busi­
ness man; it is also 
a brief for the wife and for the 
children. The visible sign of the 
delusion is a bag carried by the 
business man as he journeys be­
tween home and office. The color is usually, but 
not necessarily, yellow.
In Boston the bag is of a peculiar shape, ap­
parently a cross between the lawyer’s green bag 
and a small traveling bag—a very different and 
superior member of the great bag family, found 
nowhere else on the face of the earth.
In New York the bag takes the form of a flat 
receptacle or case provided with compartments.
We may even go back of the fully developed 
trouble and find the early symptoms in the bulg­
ing pocket.
The man who carries the bag may be seen in 
his office at the close of the business day solemnly 
making a collection of letters, contracts, briefs, 
sketches, diagrams, and maps for transportation 
homeward. He has a fond hope—and therein lies 
the delusion—that he will accomplish business 
wonders with the documents before the next 
business day.
Time after time the documents are thus col­
lected and carried from office to home and from 
home to office without being opened; or, if they 
are inspected, they are returned without any 
worth-while accomplishment. The process soon 
wears a groove, and becomes a habit; and after­
wards, like twiddling the thumbs or smoking a 
cigarette, it is carried on for the luxury of the 
habit rather than for the purpose of securing a 
practical result.
We have in mind, for example, the case of a 
busy executive. His duties require that he leave 
his home at 7.15 in the morning to be gone until 
6.45 in the evening. He carries on each trip 
enough work to occupy his attention uninterrupt­
edly for two full working days. This man nat­
urally eats his dinner and his breakfast at home, 
and requires a wink of sleep, besides attending 
prayer meetings and occasionally being decent to 
his wife and four children. The question is, Why 
buy the bag? A good one costs eight dollars.
The fact is, the bag or case is a badge of dis­
grace and not an evidence of effective industry. 
Whenever you see the bunch of home work, un­
less it is the legitimate home work of the student, 
take it for granted that the man who carries it 
argued with a salesman when he should have 
dismissed him in two minutes, or he dawdled 
over a lunch thirty minutes too long, or he spent
golden minutes in talking to others, 
clerks or magnates, about the things 
he has accomplished or is going to 
accomplish.
The effective business man utilizes business 
hours fully for business purposes; and one reason 
why he can do so is that he changes his at­
mosphere completely at the end of the business 
day, and secures the rest and tone which he needs 
to put himself on edge for the succeeding day’s 
duties.
The wife is the sworn foe of the yellow bag. 
By wiles and guises not to be understood by the 
masculine mind, she fights a subtle warfare which 
causes the bag night after night to remain on the 
library table unopened. It is a warfare in which 
no man can succeed, unless he cuts away from 
himself the things which make life worth living 
and the business game worth while. His tired 
mind carries a worried feeling every time he 
thinks of the work to be done; and the walk, or 
the ride, or the concert is marred by the yellow 
monster which reminds him of the wasted oppor­
tunities of his business day.
With a little ingenuity you can still make use 
of the bag. The Boston variety will make a splen­
did cartridge case; the New York receptacle, with 
a few adjustments, would hold untold varieties 
of fish line, with hooks ranging all the way from 
ones of shark strength to snells of trout delicacy. 
Some of them have possibilities in the way of 
holding tennis and golf balls, and small boys have 
been known to make moccasins out of them. 
Your specialist in the utilization of by-products 
and waste would no doubt suggest additional 
uses.
In any event, for the sake of good business, if 
not for the sake of your comfort, your health, and 
the affection of your wife, give up for all time a 
custom which is founded on inefficiency, and 
which fosters unrealizable hopes of accomplish­
ment.
Q uick decision is  n o t  a lw ays snap  decision; o ften  i t  
is  decision m a tu re d  b y  experience.
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Ring Binders
W E  carry in stock 8½  x 11 ringbinders in 
which THE PACE STUDENT may be 
bound after punching. The binders are bound 
in strong, slate-colored canvas with all parts
nickeled.
T HE retail price of th e  b inder is $1.50, bu t in  order to 
p u t a  prem ium  upon preserv ing  copies of T h e  P a ce
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S ELLIN G  letters — letters th a t 
 aim to increase sales, either im­
mediately or eventually—play so 
im portant a part in M odern Business 
that it is well w orth while to  con­
sider briefly some of the qualities 
which they should possess in order
to be fully effective.
T H E  chief weakness of many
  sales le tters is their incorrect 
view-point. They are full of I ’s, 
my’s, mine’s, we’s, our’s, and us’s, 
but devoid of many you’s or your’s. 
In  other words, the w riter as often 
as not assumes that the view-point 
of the receiver of the letter must be 
the same as his own. I t  is but nat­
ural that a le tte r of this kind should 
be only partly read, or not read a t 
all. As a m atter of fact, no two per­
sons, even in the same profession or 
doing the same kind of work, take 
precisely the same point of view with 
respect to all the aspects of the sub­
ject under discussion.
I F  you wish to  in terest others in
 what you have to sell, try  to con­
jure up before your mind’s eye the 
kind of person to whom you are w rit­
ing, as to his environment, his business 
experience and success, sometimes 
his social or political standing, his 
distinctive characteristics, his educa­
tion and his training, in so far as you 
know these facts or can imagine 
them. In  short, try  to put yourself 
in the other m an’s shoes and ask 
yourself, no t w hat interests you now, 
but what would interest you if you 
were he. A le tte r w ritten from  this 
view-point, if no t too long, will al­
m ost always be read carefully from 
beginning to  end, because the read­
er’s interest is likely to be aroused 
and sustained.
You can adhere to this principle of 
the class idea by doing two things:
F irst, if you are writing to  a farm ­
er, for example, imagine some par­
ticular farm er whom you know or 
have known more or less intimately, 
and direct the letter at him;
Second, take advantage of all pos­
sible opportunities to come into per­
sonal contact w ith as many classes 
and grades and conditions of rep­
utable people as you can. The m ore 
intimate this contact, the better for 
the development of your skill as a 
writer of sales letters.
ANY sales letters are appar­
ently composed—I alm ost said 
concocted—in respect to both content 
and typographical inserts solely fo r 
the purpose of attracting attention. 
O ften the style is cheaply sensa­
tional, and the entire letter gives the 
impression of being a trap to  catch 
the unwary, however far from the
tru th  this impression may be. Hence 
it is im portant to avoid even the ap­
pearance of overstatem ent, especially 
in regard to the fulfillment of prom ­
ises. In  other words, be sincere in 
what you include in your sales let­
ters—so sincere tha t the reader’s first 
im pression is that w hat you say is 
thoroughly within the boundary line 
of possibility. A ttract attention? Yes, 
but never by clap-trap methods, 
never at the sacrifice of sincerity. I t  
is not enough to  be sincere, to know 
that you are sincere yourself; you 
must give the impression of sincerity 
to  your prospective purchasers.
S A LES letters are often too gen­
eral to arouse immediate in ter­
est. Vague descriptive phrases that 
might apply to one thing as well as 
to another should be avoided; and so 
should technical phrases which only 
experts in the same kind of business 
would understand, because their 
meaning would not be clear to  the 
average reader. Pick out striking 
characteristics and describe them in 
simple, specific language. A few 
points vividly brought out make a 
stronger impression than many points
vaguely mentioned.
S U P P O S E  you are offering for sale 
 lots in a certain community. I t 
is a waste of time to  speak of them 
as being “attractively located,” or of 
the neighborhood as being filled with 
“desirable people,” or of the price as 
not being at all high when you take 
into account “all the advantages” of 
the place.
A thousand and one places are “at­
tractively located.” W ho are “desir­
able people?” W hat are the “ad­
vantages” mentioned?
Speak of the lots, if it is true, as 
being “on a street well-paved, well- 
curbed, well-lighted, well-shaded, in 
a remarkably healthful community 
within a half-hour’s ride from a city 
square.” Speak of the neighborhood 
as including “Dr. John S. Parks, E d­
ito r of the Christian Intelligencer; 
Jam es O. W hite, Cashier of the 
M ontrose Savings Bank; H enry C. 
W harton, of the real estate firm of 
W harton & Linville.” Speak of the 
churches, speak of the schools, and 
of whatever other advantages the 
community possesses. Be specific in 
w hat you say and in how you say it.
DO not fall into the mistake 
confounding mere assertion 
with proof. Your say-so, however
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true it may be from your point of 
view, is mere say-so, and nothing 
more, to the person whose interest 
you are trying to arouse in what you 
have to  sell.
If  you speak, for example, of the 
G ranger Automobile as the best that 
money can buy, and say that it is 
better than any of its com petitors in 
speed, comfort, and durability, and 
that the cost of maintenance is al­
m ost nothing as compared with the 
cost of keeping any of the other so- 
called best cars in repair and in good 
working condition—if you stop here 
and do not advance any proof in sup­
port of such broad assertions, your 
letter will immediately be consigned 
to  the waste basket, and it will de­
serve to be.
If, on the other hand, you can 
speak of the G ranger Automobile as 
being the best for its price on the 
market to-day, because it lasts, be­
cause it is easy of control, because 
it is comfortable to ride in, and be­
cause its engine is exceptionally well 
constructed; and if you can prove 
that the foregoing points are true, 
by reference to purchasers of your 
cars, mentioning some of these per­
sons specifically, your le tter will re­
ceive a hearing.
Some of the strongest arguments 
that can be used in a sales letter are 
the argum ent of quality, the argu­
ment of price, the argum ent of gain 
to  the purchaser, the argum ent of 
guarantee and a free trial, and the 
argum ent of testimonials.
L e tte r s
T h a t
Se ll
H oratio  
N. D rury, 
B. A .
ANY persons seem to think 
that the language of the busi­
ness letter, including the sales letter, 
must be a peculiar kind of jargon, in 
order to be dignified and effective. 
N othing could be further from the
truth.
Avoid slang and colloquialisms as 
being undignified and vulgar. You 
can write a letter tha t is straightfor­
ward and forceful in style if you em­
ploy only what is known as good 
English; and the appeal of the letter 
thus w ritten will be wider and more 
fruitful of results than the appeal of 
a le tter couched in the passing 
phrases of the day.
Avoid stereotyped expressions, and 
especially the so-called business 
words and phrases which fill the ma­
jority  of business letters—such words 
and phrases as “esteemed favor,” and 
“valued inquiry” for letter, “we would 
say,” “beg to  say,” “enclosed here­
with,” “beg to  call your attention,” 
and the like.
Rather, begin in an easy, natural 
m anner; for example—
“Your order of May 16th for
A v o id
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eight more Peerless Lawn Mow­
ers is very gratifying to  us.”
“The sample sheets for which 
you w rote to us on September 
19th will be sent to  you under 
separate cover this afternoon.”
Avoid ending a letter w ith w ornout 
participal phrases, such as—
“Trusting that this explanation 
will be satisfactory;”
“Hoping to receive your fur­
ther orders;”
“Anticipating the favor of a 
personal interview.”
Close the letter with complete sen­
tences like the following—
“W e hope for a personal call 
from  you soon;”
“You would not employ five 
salesm en if you could get just as 
much business with three, would 
you?”
“Your predecessor made one 
hundred dollars a week out of 
this business;”
“Can you afford to let this op­
portunity slip by?”
As a general rule, avoid long
words. Use short, crisp words that 
command the immediate attention of 
the reader. “Settle the trouble” is 
better than “adjust the difficulty;” 
“cannot see” than “unable to  dis­
cern ;” “you m ust” than “it behooves 
you” or “it is incumbent upon you 
to ;” “ask a  question” than “pro­
pound a query;” “think the m atter 
over” than “take the m atter under 
advisement;” “try  to settle the bill” 
than “make an attem pt to  effect a 
settlem ent.”
In  general, prefer specific words to 
general words. Say is a general 
word. Aver, declare, depose, assert, 
affirm, and reply are specific words. 
In  short, specific words include all 
words expressing a definite idea or 
characteristic,  or action of any kind 
whatsoever. Specific words, it will 
be readily inferred make for that 
vividness of style which stamps a 
clear picture upon the mind of the 
reader.
T ry  to w rite as you would talk— 
only more tersely, of course—with 
your mind intent upon the point tha t 
you wish to drive home. Your lan­
guage under such conditions is more 
than likely to  be natural, enthusi­
astic, and convincing, because your 
mind will be so full of the subject 
that your words will flow out appro­
priately
M ANY sales letters leave no 
clear impression upon the mind 
of the reader, because they are un­
unified and incoherent; they do not 
begin at a definite starting point and 
continue step by step until the end 
of the letter. T ry  to make the parts 
of your sales letter succeed one an-
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other in a natural, logical way, and 
co-ordinate so closely tha t the reader 
will get a single definite impression 
of the le tter as a whole.
You cannot obtain coherence un­
less you first decide on your central 
thought and then keep that thought 
in the forefront of your mind 
throughout your letter. If you will 
do this, you will avoid digressions of 
all kinds.
Notice the unity and the coherence 
of the following letter, and also all 
the points that have been considered 
above—the naturalness and dignity 
of style, the reference to  specific 
matters, the “you” point of view, and 
the like:
“Dear Sir:
“W e understand tha t you have the 
contract for the m asonry and con­
crete w ork on several new apart­
m ent houses on Ryder Street, Brook­
lyn. I t would, therefore, be to  your 
advantage to know something about 
our new cem ent; Nonpareil is the 
name of it.
“I t  was invented a few years ago, 
long enough for it to have been thor­
oughly tried out, by a W estern  chem­
ist, who for many years has been
For Every Accounting Student
there is something new and interesting in each number of
The Journal of Accountancy
Have you seen the Journal—the national magazine of the 
American Association of Public Accountants?
T HERE is a Students’ Department, for instance, specially devoted to the very kind of questions that interest you. Each month 
problems which have been submitted to the editor are worked out, 
with explanations and comments on the principles involved.
Besides the Students’ Department, there are articles on account­
ing subjects of current interest, written by men of ability and ex­
perience, and covering all kinds of accounting questions. There is a 
world of practical information, in what these men have to say, of a 
kind you can seldom get in text books.
Hundreds of accounting students read and study the Journal, and 
it is taken by all the leading accountants and well known firms. It 
benefits the leading men in your profession, and will be of the same 
benefit to you.
Specia l O ffer
T h e  regular price of the  Jou rna l is 30 cents per copy, or $3 a year. If you will send 
u s a  tw o-cent stam p to cover postage, however, we will mail you a  sam ple copy 
w ithout charge. As the num ber of these is limited, please w rite a t  once.
T here  is no condition a ttached  to this offer, except th a t you be really  interested 
in accounting work. Ju s t say, “ Send me a sam ple copy of the  Journal, as offered in 
T h e  Pace S tudent—and w rite prom ptly.
The Journal of Accountancy 20 V esey Street, N ew  York
recognized as an expert in cements. 
W herever it has been used, it has 
given splendid satisfaction.  Note 
what the large contracting firm of 
McNeff & Bryant says about it in 
the enclosed folder.
“W e plan to introduce Nonpareil 
Cement in the East, and we are sure 
it will be of advantage to contractors 
of the best reputation to  give it a 
trial.
“I t  is good business for us, there­
fore, to make you a special offer if 
we can a t once get an estimate of the 
quantity that you will probably need; 
and it will perhaps be good business 
for you to  accept our offer, since we 
guarantee Nonpareil Cement as to its 
durability and strength, w ithout any 
qualification whatsoever.
“ Our representative will call upon 
you within a day or so to answer any 
questions that you may care to ask, 
and to submit forms of contract and 
guarantee.
“Very truly yours, 
“N O N P A R E IL  CEM EN T CO.,
“By H. H. IVERS, 
“Sales Manager.”
You can w rite letters like this if 
you merely put into practice the 
points set forth in this short article. 
W hat has been said is not theory; it 
has all been proved to be true by 
resultful experience.
F o rm  o f  
L e tte r
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Cour­
te sy SAY “Excuse me” and “Thank you” and “I will gladly find out,” and men will like you. If you 
can smile into the bargain, so much
W ill 
O pen an 
A cc o u n t
the better. When men like you, they are more 
apt to do business with you than with the other 
fellow.
The same thing is true of the up-to-date busi­
ness organization. The sun has set for all time 
on “The public be damned.” Along with it— 
praise Heaven!—has gone the pert, “Who’s talk­
in’?” of the gum-chewing telephone girl, and the 
surly, “Whatcha want?” of the slouchy office boy; 
and almost gone is the snappy, ‘Can’t see him” 
of the glum-faced despot of the swivel chair.
A new age has been ushered in—a new age 
and with it a new slogan, “The public be pleased.”
And the public to-day means everybody—you 
and me and the bootblack, and the scrubwoman, 
and the ten-dollar clerk, not simply the man with 
a wad of yellow-backs in his hip pocket.
I went into one of the biggest banks in New 
York a few days ago. I wanted to get a certain 
Vice-President, whom I didn’t know, to do some­
thing for me. I wasn’t a depositor, and I had no 
intention of becoming one.
A uniformed doorkeeper stepped up and said to 
me with a smile, “Pardon me, but is there any­
thing I can do for you?” I told him I wanted 
to see Vice-President Hallett. “If you will be 
seated a minute,” he replied, “I will find out 
whether Mr. Hallett is disengaged.” “Disen­
gaged,” mind you, not “will see you.”
After five minutes Mr. Uniform came back and 
said, “Mr. Hallett is out of his office, but he is in 
the bank somewhere. I hope you won’t get im­
patient because I’ve sent a boy to tell him you 
would like to see him.”
A little later I was talking to Mr. Hallett at 
his desk. His telephone rang three times, and 
each time he said to me, “Kindly excuse me just 
a minute.” Mr. Hallett waited without a word of 
interruption till I was through. Then he made 
his decision—it was a turn-down, but not the 
kind of turn-down that bristles your hair and 
makes you sorry you were born a dog instead 
of a man. He gave his reasons, and very good 
reasons they were, as I had to admit.
When I got up to leave, Mr. Hallett shook my 
hand, smiled a little, and said, “I’m sorry I’ve had 
to refuse your request. I’m greatly indebted to 
you, though, for thinking of me in this connec­
tion; and I shall be glad to have you call again.”
Indebted to me! Perhaps he didn’t mean it, but 
I’m mighty glad he said it.
Some day I think I’ll open an account in that 
bank. I already have two personal friends there
—the doorkeeper and Vice-President Hallett. I’ll 30 CHURCH STREET
probably tell others about my call, 
too, for I like to relate happenings 
that boost my self-respect. 
Courtesy means putting the other 
fellow in the limelight. It means the desire to
serve crystallized into the purpose to serve and 
into the actual rendering of service, whether in 
matters of trifling importance or in matters that 
involve millions and engage the most highly 
trained brain-power of the land.
Courtesy begins in the heart and filters through 
the head and then guides the tongue in what it 
says and the hand in what it does. It may be 
artificial at first, but, nurtured, it blooms and 
blossoms and goes into the making of character.
Show the public—the individual members of it, 
every one of them from the five-cent man to the 
fifty-thousand-dollar man—that you’re in busi­
ness, first of all, to serve them as best you can. 
Keep the profit impression in the background. 
Then after a few years double your capitalization 
on your surplus.
Cultivate courtesy. It costs nothing, and it 
pays big dividends.
D evelo p ­
m e n t o f  
C o u rtesy
The Pace Standardized 
Courses
TO-DAY these courses are given by means of a standardized text and standardized teach­
ing procedures in fifty-four schools in forty-eight 
of the largest cities in the United States. The 
Pace educational program, therefore, is country­
wide in sweep.
The active enrollment of students in evening 
class-sessions totals more than 4,000 ambitious 
men and women employed by day.
This large enrollment—which is constantly in­
creasing—is due to a system of instruction peda­
gogically sound; text-material comprehensive but 
concise; application of theory to practice; corre­
lation of the work in Accounting, Law, Eco­
nomics, Organization, and Finance; small class 
groups; practicing lawyers and accountants as 
teachers; vocational counsel and assistance.
PACE PACE
P ace S ta n d a rd ized  C ourses in  A ccoun tancy , 
B u sin e ss  A dm in istra tion , and  English, 
in R esidence  and  b y  E x ten s io n
N E W  YORK CITY
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G uid­
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T he R ig h t  
M an and  
the  R ig h t  
T a sk
The
Misfit
S IX  thousand two hundred and 
eighty-two (6282) persons—more 
than the total population of many a 
thriving city—during the past year 
have personally visited the Pace
Agency for Placements, Inc., for ad­
vice on vocational matters, for help 
in securing business positions suited 
to their mental capabilities and ex­
perience, or for counsel in the selec­
tion of employees. A bare fact, but 
the significance of it!
Many of these persons were em ­
ployers whom bitter experience had 
taught the wasteful folly of relying 
upon snap judgm ent in the selection 
of men for im portant duties. Many 
were men who, after a routine busi­
ness experience of several years, had 
at last found out that they did not 
like the work they were doing, and 
tha t by reason of tem peram ent and 
particular mental attributes they were 
better adapted to  some other kind 
of work. And many were young 
men just out of school or college, 
who were wise enough to  seek ex­
pert advice in the choice of a com­
mercial career in which they would 
be most likely to achieve success.
Each of these persons had the 
story of his own peculiar perplexi­
ties and problems to tell—and very 
real and very characteristic of busi­
ness conditions to-day were these 
perplexities and these problem s; and 
each went away with his view-point, 
his perspective, and his directive en­
ergies set aright by the calm coun­
sel of men to  whom the adjustm ent 
of the individual to the task is a labor 
of love and science rather than of 
financial profit.
H olding court upon the business 
destinies of so many fellow m ortals 
has brought to  the Director of the 
Agency and his associates the right 
to enunciate an inflexible tru th  re ­
garding the relation of the human 
equation to m odern business—the 
tru th  that commercial success for the 
organization and for the individual 
unit of the organization depends upon 
the selection of the right man for the 
right task.
T H E  tragedy of the misfit in 
Business! If we run over the 
records of the Pace Agency, we shall 
realize as we have never realized be­
fore that it is not lack of initiative or 
industry or desire for success which 
is responsible for the hundreds of 
thousands of men in this broad land 
of ours perform ing mere routine 
tasks year in year out, and vouch­
safed only an occasional glimpse of
Opportunity as she flits by to  seek 
out others for advancement. Rather, 
we shall see that the prim ary cause 
of a large percentage of the individual
Pa c e  S tudent
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failures or near-failures in business 
is that, owing to economic accidents 
of one kind or another, the organ­
ization has ignorantly tried to jam a 
round peg into a square hole—and, 
a t first, w ith no rem onstrance from 
the peg.
There are many kinds of w ork to 
be done in the Business world. P ro ­
m oters we must have, and organizers 
and executives and salesmen and ac­
countants and advertising men and 
engineers and efficiency experts and 
—but why go on? W ithin the indi­
vidual lie dorm ant the attributes and 
the qualities that will make him do 
one kind of work far m ore enthusi­
astically and far more effectively 
than he will another. Just as we 
are enjoined from trying to make a 
silk purse out of a sow’s ear, just so 
we might well enjoin ourselves from 
even trying to make an accountant 
out of a man who would be a good 
salesman, or a publicity man out of a 
man who could be developed into an
Our Business
Some wiseacre has said, “The things we don’t 
know won’t hurt us.” He should have said “won't 
help us.”
To be progressive, one must be informed. The man who 
buys stationery, office supplies and printing, and hasn’t a 
full knowledge of Edward Kimpton Company’s P roduct 
and S e r v ic e ,  is minus an inspiration that m ight add 
prestige to his publicity.
W e are wholesalers and manufacturing stationers of 
office supplies and devices, and make a specialty of cater­
ing to those who appreciate Service , whether for a waste 
basket or a complete business system—selling goods that 
make “good”—and making “good” is our constant aim.
W e court an opportunity to demonstrate our service to 
you! May we do it?
Edward Kimpton Company 
60 John Street, New York
Manufacturers of
Loose L eaf Record Books 
Loose L eaf L edgers and B inders 
Stock and Special Form  Sheets 
Corporation M inute Books and  O utfits
efficient office manager, or a financier 
out of a man to whom figures are 
mere arithm etical symbols and no th­
ing more. The misfit in Business— 
especially in the groove positions—is 
still everywhere in evidence, be it said 
to our discredit; and it is so largely  
because of ignorance—ignorance on 
the part of the organization in ap­
praising the potentialities of men, 
and ignorance on the part of the 
individual in appraising himself.
YE T  there are signs tha t mod­
ern Business is restlessly rous­
ing itself from its apathetic slumber 
—signs that it is becoming sick and 
tired of the ever-recurring waste and 
arrested progress that the snap-judg­
ment and by - luck - and - by - chance 
m ethod of selecting men always en­
tails.
One of the m ost hopeful of these 
signs of a belated awakening is 6282 
persons—employers and employees— 
seeking from  the same group of 
counsellors in one year that voca­
tional advice and guidance which will 
effect an economic harm ony between 
the task to be performed and the in­
dividual entrusted with its fulfilm ent
Dewar T ransparen t R ulers 
Sanitary  Paper D rinking C ups 
H ayne Suspended Ink-well 
S tandard  C alendar
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H E N R Y  E. M EN D ES, C.P.A. (N. 
Y.), New York Institu te  of Ac­
countancy 1911, who has been asso­
ciated for several years with Touche, 
Niven & Co., Certified Public Ac­
countants, 30 Broad St., New York, 
has been appointed m anager of the 
new office of the firm recently estab­
lished in St. Louis.
B. C. W ARD, C.P.A. (N. Y.), Ac­
countancy Institute of Brooklyn 1910, 
is a member of the accounting staff 
of the State Board of Public Affairs 
of Wisconsin, which is engaged in re­
vising the accounting methods and 
procedures of the various institutions 
in Wisconsin.
G EORG E A. RU H L, C.P.A. (La.), 
Pace Institu te of Accountancy, E x­
tension Division, 1915, was a success­
ful applicant in the recent Louisiana
C.P.A. Examinations.
A. L. PH IL B R IC K , Ph.B, (Brown 
U niversity), C.P.A. (M o.), Pace In ­
stitute of Accountancy 1910, an­
nounces that he has opened offices 
for the practice of Accountancy in 
Providence, R. I. Mr. Philbrick has 
accepted, as an incident to his prac­
tice, a lectureship in accounting in 
Brown University.
G. J. W EA LE, Pace Institu te of Ac­
countancy, Extension Division, 1914, 
formerly of The Rail Jo in t Co., of 
Troy, N. Y., has accepted the posi­
tion of auditor of The W inchester 
Repeating Arms Co., of New Haven, 
Conn.
G EO RG E BAUER, C.P.A. (N. Y.), 
New York Institute of Accountancy 
1911, formerly of Niles & Niles, Cer­
tified Public Accountants, New York, 
has resigned his position as auditor
Pa c e  S tudent
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of The Tidewater Oil Co., to take 
effect December 1, 1915. Mr. Bauer 
will open offices at 61 Broadway, 
New York, for the practice of Ac­
countancy.
RAYM OND A. R EIK , C.P.A. (M d.), 
Baltimore Institu te of Accountancy 
1915, was the only successful candi­
date in the recent M aryland C.P.A. 
Examinations.
W IN F R E D  C. BRO W N , New York 
Institu te of Accountancy 1915, was 
honor man in the final examinations 
of the Pace Standardized Courses 
held in June. Mr. Brown’s average 
standing was 90.8%. I t  is interesting 
to  note that Mr. Brown began his 
work as a student in The Buffalo 
School of Accountancy, that he 
transferred later to the Accountancy 
Institu te of Brooklyn, and that he 
again transferred to the New York 
Institu te of Accountancy, where he 
completed his work. The transfers 
were made without interrupting his 
progress as a student because of the 
standardized text and teaching pro­
cedures used in the schools.
LER O Y  L. P E R R IN E , Ph.B. (Cor­
nell U niversity), B.C.S. (New York 
University), C. P. A. (N. Y.), New 
Y ork Institute of Accountancy 1912, 
who for many years was a member 
of the staff of Haskins & Sells, Certi­
fied Public Accountants, 30 Broad 
St., New York, is now a member of 
the accountancy staff of the In ter­
state Commerce Commission. Mr. 
Perrine is in charge of the work in­
cident to  the valuation of telephone 
properties.
W . D. M A CK EEN , C.P.A. (N. J.), 
W ashington School of Accountancy 
1912, and A. W. STO V ER, Ac­
countancy Institu te  of Brooklyn, and 
D A YTO N  E. SM ITH , New York 
Institu te  of Accountancy, have re­
cently accepted positions on the staff 
of Charles Neville & Co., Certified 
Public Accountants, of Savannah and 
Jacksonville. Mr. MacKeen was for­
merly a member of the staff of 
H arvey Chase & Co., Certified Pub­
lic Accountants, of Boston. Mr. 
MacKeen, in addition to his other 
duties, will lecture in The Chatham 
School of Accountancy of Savannah 
(Pace Standardized Courses), con­
ducted by Charles Neville, Esq., 
C.P.A.
P ace
S tu d en ts
at
W o rk
J. H. W R EN , C.P.A. (Va.), W ash­
ington School of Accountancy 1914, 
Pace Institu te of Accountancy, E x­
tension Division, 1915, who is a mem­
ber of the firm of Searle & Nichol­
son, Certified Public Accountants, 52 
Broadway, New York, was a success­
ful candidate in the recent Virginia 
C.P.A. Examinations.
CH A RLES J. MAXCY, C.P.A. (N. 
Y.), Accountancy Institu te of Brook­
lyn 1911, and A. H O PH A M , C.P.A. 
(N.Y.), New York Institute of Ac­
countancy 1913, have recently been 
elected members of the New York 
S tate Society of Certified Public Ac­
countants.
JA M ES D. COW AN, B.S. (Prince­
ton), C.P.A. (N.Y.), New York In ­
stitute of Accountancy 1912, who is 
in the service of the New York Tele­
phone Company, was elected to 
membership in the New Y ork State 
Society of Certified Public Account­
ants in November.
Pace Agency for Placements, Inc.
H E  Pace Agency aims to perform a dis­
tinct economic service to both the em­
ployer and the man or the woman seeking 
a position, by bringing together the indi­
vidual and the proper task.
The Agency serves employers of all kinds
—from the man conducting a small business 
to the gigantic corporation.
The Agency, on the other hand, secures 
positions not only for highly trained men and 
wom en, b u t also for all o th er properly
equipped persons, including high school and 
college graduates, who desire to enter busi­
ness as their life work, and who need points 
of resultful approach.
Last of all, whatever the Agency does or 
attempts to do is done in the spirit of honest 
service—the spirit which is constantly per­
meating the processes of Organized Business 
of today, and which is steadily lifting purpose­
ful employment in any of its many channels to 
the dignity of a rightly respected profession.
H. R. STUTSMAN, D irector, 30 Church Street, New York
15
One
Young
M an
and
A n ­
o th er
One
" T OM, you go over to the 
Ham m ond Building and see 
if they have any vacant offices suit­
able for us, and W alter, you do the 
same w ith the W hite Terminal.” I t 
was the General M anager who spoke.
In  a short time clerk Tom  had re ­
turned. “W ell,” said the General
Manager, “any offices empty in the 
Ham m ond Building?”
“No, sir,” replied Tom. “Every­
thing is full.”
“W hen will there be some vacan­
cies?”
“I don’t know, sir, I  didn’t ask.”
“Go back and find out. then.”
Tom  returned a second time.
“The Duplex Adding Machine 
Company is going to  move out on 
January 1st,” he volunteered. “The 
building superintendent says we can 
have their offices if we w ant them.”
“Very good,” replied the General 
Manager. “W hat else did you learn 
about them —about the floor space, 
the exposure, and the rent, for ex­
ample.”
“I didn’t ask about those things,” 
said Tom, now thoroughly chagrined.
“Go over again, then, and keep 
your wits about you this time,” di­
rected the General M anager impa­
tiently.
So clerk Tom  made his third trip, 
bringing back the inform ation he had 
been told to  get and nothing more.
I N the meantime, clerk W alter had 
returned.
“There is one vacant suite of
Pa c e  S tudent
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offices in the W hite Term inal,” he 
reported, “but I don’t think they are 
suitable for us. They are on the 
third floor on the noisy side of the 
building, and they are dark. They 
cost ju st as much, though, as offices 
higher up and much more desirable.
“The superintendent told me, after 
seeing tha t he couldn’t palm off the 
third floor space on me, that the Page 
Radiator Company on the twelfth 
floor north  were going to  move to  
another building on February 1st. 
H e didn’t seem anxious to  show me 
the space, and so I  insisted on see­
ing it.
“The offices are light and airy and 
quiet, and they are fully large enough 
for our purposes. I have a chart here 
showing the distribution of floor 
space and its cost. The cost per 
square foot is increased, beginning 
with the th irteenth floor; so I think 
this space is about the cheapest in 
the building, all things considered.
“Besides, a t the end of the hall are 
several small offices which I  think 
we could get hold of if our needs 
w arrant expansion.
“The m anagem ent will not give a 
m onth’s ren t free, but they will make 
all the alterations we wish, provided 
we sign a three-years’ lease. I  sug­
gest that you personally look the 
space over; it seems like a bargain 
to me.”
F IF T E E N  years have gone by. Clerk Tom  is still clerk Tom — 
with a different concern because he 
had "no opportunity” in his first po­
sition.
Clerk W alter prints on his business 
cards “W alter J. Mills, A ssistant 
General M anager.” H e is w ith the 
same concern still.
B eing born a certain k in d  o f  m an  
is  one thing; being developed  in to  a 
certain k in d  o f m an  is  a v e r y  differ­
en t thing. T a k e  s to c k  o f  w h a t y o u  
are b y  birth, b u t p in  m o st o f  y o u r  
faith  upon w h a t y o u  can develop  
y o u r s e lf  in to  b y  in te lligen t observa­
tion, sy s tem a tic  study , h a rd  w o rk , 
and practica l experience.
P U BLIC BUDGETS are treated intensively in the November An­
nal of The American Academy of 
Political and Social Science. There 
are twenty-five articles by well- 
known authorities, aggregating 276 
pages, and in addition there is a val­
uable bibliography on the subject of 
National, State, County and Munici­
pal Budgets. The price of the Annal 
is $1. Students especially interested 
in Municipal Accounting should add 
to their libraries this work on Pub­
lic Budgets. The address of the 
Academy is, The American Academy 
of Political and Social Science, 36th 
and W oodland Avenue, Philadelphia.
The Pace Student is indebted to
Charles Leach & Son, of New York, 
for its typographical design.
F ifte e n
Years
A fte r
D o  you  rea d  T he  A nnalist?
THIS weekly journal of finance, commerce and economics, care­fully supplements the text-book of the student by presenting the current news of the business and financial world in an inter­
esting and comprehensive manner. Over 2,000 students of banking 
and economics read The Annalist every week. It will interest you.
Let us tell you of the Special Club Subscription 
Rate for Students. Sample copy on request 
Times Square T he  A N N A LIST New York
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